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Client profile and  
common concerns
• High-net-worth family interested in transferring 

wealth to multiple generations

•	 Significant	assets	still	held	by	eldest	generation	
and/or	they	may	be	uninsurable

•	 Eldest	generation	has	used	much	of	their	lifetime	
exemption through gifts to middle generation

•	 Projected	inheritance	for	youngest	generation	
results	in	significant	estate	tax	exposure

•	 Middle	generation	has	not	completed	planning	
for	benefit	of	youngest	generation

Questions to ask
•	 Has	life	insurance	been	part	of	previous	trust	

planning?

• What are your goals for the youngest generation?

•	 Have	you	used	other	tools	to	reduce	estate	taxes	
—	charitable	planning,	grantor	retained	annuity	
trusts	(GRATs),	etc.?

•	 Are	you	aware	of	techniques	other	than	gifting	
that	can	help	facilitate	wealth	transfer	to	 
multiple generations?

Potential solution
•	 Grandparents	have	an	estate	tax	problem	and	are	
no	longer	insurable.	They	would	like	to	protect	
their	legacy	by	providing	for	their	grandchildren,	
while	their	children	have	limited	liquidity.

•	 They	have	their	attorney	draft	a	dynasty	trust	to	
own	a	life	insurance	policy	on	their	children	for	
the	benefit	of	their	grandchildren.

• Grandparents enter into a split dollar 
arrangement	with	the	dynasty	trust,	loaning	
a lump sum to pay the premium(s) for the life 
insurance	policy	on	their	children.

•	 The	economic	benefit	is	paid	through	gifts	from	
the	grandparents	to	the	dynasty	trust.

•	 The	promissory	note	between	grandparents	
and	the	dynasty	trust	will	be	included	in	the	
grandparents’	estate.

•	 Grandparents	promote	a	legacy	of	wealth	for	
multiple	generations.

Insurance	products	are	issued	by:	John	Hancock	Life	Insurance	Company	(U.S.A.),	Boston,	MA	02116	(not	licensed	in	New	York)	and	John	Hancock	Life	Insurance	Company	of	New	York,	Valhalla,	NY	10595.		•		Insurance	policies	and/or	associated	
riders	and	features	may	not	be	available	in	all	states.		•		Trusts	should	be	drafted	by	an	attorney	familiar	with	such	matters	in	order	to	take	into	account	income	and	estate	tax	laws	(including	the	generation-skipping	tax).	Failure	to	do	so	could	result	in	
adverse	tax	treatment	of	trust	proceeds.	There	can	be	costs	associated	with	drafting	a	trust.		•		This	material	does	not	constitute	tax,	legal,	investment	or	accounting	advice	and	is	not	intended	for	use	by	a	taxpayer	for	the	purposes	of	avoiding	any	IRS	
penalty.		Comments	on	taxation	are	based	on	tax	law	current	as	of	the	time	we	produced	the	material.		•		All	information	and	materials	provided	by	John	Hancock	are	to	support	the	marketing	and	sale	of	our	products	and	services,	and	are	not	intended	
to	be	impartial	advice	or	recommendations.	John	Hancock	and	its	representatives	will	receive	compensation	from	such	sales	or	services.		Anyone	interested	in	these	transactions	or	topics	may	want	to	seek	advice	based	on	his	or	her	particular	
circumstances	from	independent	professionals.		•		LIFE-1683-IP		7/24		MLINY070224736-1
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